Develop an agribusiness business plan scheme 
Duration: 12 weeks
	Essence statement:
	Using Agribusiness knowledge and skills to be able to thoroughly develop a business plan for an agri-innovation. 

	Big Picture: 


	To have an understanding of what is required to run a business for agri-innovative products. 
The following are important ideas within the Big Picture:

· Develop and present the business case

· Engage in consultation with specialist advisors in relation to the innovative, sustainable, and ethical aspects of the business activity

· Comprehensively evaluate the business activity against desired economic, social, cultural (including ethical) and environmental outcomes using an analytical tool such as the quadruple bottom line.

The students demonstrate understanding of the following business knowledge, concepts, and content:

· innovation (originality, invention, commercialisation, or improvement with reference to business formation, functions, people, management and environment)

· sustainability (economic, social, cultural (including ethical) and environmental outcomes) 

	New Zealand Curriculum Links. 

	Business Studies: Level 8

	Analyse how and why New Zealand businesses operating in global markets make operational and strategic decisions in response to interacting internal and external factors. 
Plan, take to market, review, and then refine an innovative, sustainable business activity; analyse the activity and its success in the marketplace. 

	Economics: Level 8
	Understand how the nature and size of New Zealand economy is influenced by interacting internal and external factors. 

	Agricultural and Horticultural Science Curriculum Level 8:

	Contextual Strand: Markets   
	Learning Objective 2: Examine how scientific and technological principles are applied to the life processes of plants and/or livestock in order to shape the attributes of primary products for specified markets.

	Contextual Strand: Profitability
	Learning Objective 4: Examine a range of factors that influence the profitability of primary production in New Zealand.

	Principles:


	Coherence: Creating links between knowledge and skills gained within the marketing community and the agribusiness industry.

Future Focus: Marketing decisions that allow producers to enhance and sustain global primary production and enterprise.
Cultural diversity: Students examine a variety of worldviews and values when considering global markets.
Community Engagement: Agribusiness marketing events ensure that the agribusiness sector reaches out to their local community. 

	Values: 


	Excellence, by aiming high and by persevering in the face of difficulties. 
Innovation, inquiry, and curiosity, by thinking critically, creatively, and reflectively.

Diversity, as found in our different culture’s languages, and heritages.   

Community and participation for the common good.
Integrity, which involves being honest, responsible, and accountable and acting ethically. 

	Key Competencies: 


	Thinking: Make sense of information, develop understanding, make decisions, and reflect on learning.
Using language, symbols, and text: To access and communicate information and to communicate this information with others.
Relating to others:  Interacting effectively with a diverse range of people in a variety of contexts.   

Participating and contributing:  To understand the importance of balancing rights, roles, and responsibilities of social, cultural, physical and economic environments.


	Depth of coverage.
	Specific Learning Outcomes. Students understand:
	Learning Activities.
	Resources.

	What’s The Big Picture?
· Why study?
· Develop and write a business plan. 

· Develop a comprehensive marketing strategy for an agri-innovation product or service and evaluate how it contributes to a business’ global success. 
· Thoroughly develop a business pitch to highlight the innovative aspects of the activity and present the business case.
	
	Possible brainstorming ideas may include.

· Why is an understanding of business and marketing important to the primary industry?

· How does understanding business and marketing improve primary production markets, and meet producer and customer needs?
· Why is running a business important to me?
	· Poster paper.

· Pens.
· Marketing PPT pg. 2
· http://yetrust.co.nz/enterprise-programmes/lion-foundation-young-enterprise-scheme-year-12-13/yes-student-resources/ 
· https://www.youtube.com/watch?v=_jWxxxU-QS4 – Production Tips 

· Resources can be used from the Young Enterprise Scheme. 

	What is an agri-innovation product or service?

· Explain what is an agri-innovation product or service?

· A new product or service should solve a problem. 

· Innovative refers to originality, invention, commercialisation, or improvement with reference to business formation, functions, people, management, and environment.

· Areas that can be explored are; improvements, growth and development, technology and innovation, policies and regulations, costs, inefficiencies, inconveniences, disasters, parallel activities, current events. 

· Provide examples of agri-innovation products. E.g., from Fieldays Grassroots Innovation.   
· Consider competition, copyright, value added, illegal material, intellectual property, patents, cultural property, school reputation and legal considerations for the brainstormed agri-innovation products or services.
	· What does agri-innovation mean? 
· Why study innovation?
· Why should the innovation solve a problem? 
	· Go over the understanding of what is an agri-innovation product or service. 
· Brainstorm types of agri-innovation products. 

· Brainstorm agri-innovation products that solve your problem.

· Select the top ones and judge them on criteria that suits your needs.  

· Choose one to market.

· Consider the following in relation to your product or service; competition, copyright, value added, illegal material, intellectual property, patents, cultural property, school reputation and legal considerations. 
	· http://www.fieldays.co.nz/enterinnovationcentre,
· http://www.fieldays.co.nz/PicsHotel/Fieldays/CustomPages/ActivityContentPres.aspx?ID=3187&IDL=9&IDType=313 
· http://www.fieldays.co.nz/innovationgrassroots
· Added-value

· http://www.consumeraffairs.govt.nz/businessinf

	Setting up a company.

· Roles of committee - (CEO or managing director, production manager, sales and marketing manager, finance manager, communications manager).   
· Set up a Board of Directors.

· Writing an agenda. 

· Name of your company.

· Write up a constitution.  

· Share holders 
	· What is a company? 
· The roles within a company. 
· The process of board meetings.
	· Students need to organise themselves into groups of 4 - 6. 

· Work out who is going to hold which roles within your company. 

· Set up a Board meeting and write up an agenda. 

· Decide on a name for your company. 

· Write up and sign a constitution.

· Work out if you are having shareholders. 
	· https://www.youtube.com/watch?v=_jWxxxU-QS4 – Setting up your company. 

· https://www.youtube.com/watch?v=s1SNmhxs2HE – Board Meetings

· Business Strategy hand out. 

	Business Plan – People 

· Ownership and organisation 

· Director and shareholders.

· Roles within the business. 

· Director’s profiles and skills.  

· Are there any skill shortages? 
· Team communications – internally, externally. 
	· Why people are important part of the business. 
	· Draw up an organisational chart for the business.
· Write up the skills, roles, and responsibilities of company directors.
· Who is communicating with internal and external stakeholders?
	· https://www.youtube.com/watch?v=Ah5qJBKGHBw – Business Planning Part 3

	Setting up a business.

· Goals / objectives of the business using SMART (Specific, Measurable, Achievable, Relevant, Timely).
· Company vision, mission statement and values. 
· Mentors / engaging in consultation with specialist advisors in relation to innovative, sustainable, and ethical aspects of the business activity.
· The business needs to be sustainable. This refers to ongoing focus on economic, social, cultural (including ethical), and environmental outcomes.
· Quadruple Bottom Line. 
	· What are the goals of their business? 
· SMART
· Why mentors or advisors are important. 
· What is a sustainable business? 
	· Brainstorm what you as a group want out of the business. 

· Set some business goals using SMART, the company vision, mission, and values. 

· Find a business consultant or mentor to help throughout the process of establishing and running your business. This can in relation to innovative, sustainable, and ethical aspects of the business activity.
· Write up the sustainability outcomes of your business plan.  
	· Marketing PPT pg. 5 – 6
· Sustainability PPT (all pages)

· https://www.youtube.com/watch?v=c3iRlY0ms7M – Business Planning Part 2

· Activity Sustainability the Quadruple Bottom Line
· Business Strategy hand out.


	Business Plan. 

· Executive Summary 

· Introduction and Business Goals (Product / Service Summary)  
· Marketing Analysis 
· Human Resources 

· Finance 

· Operations 
	· What is required of a business plan? 
	· Understand what is required of a business plan. 

· This is an overview; each part will be written as we go along. 


	· https://www.youtube.com/watch?v=c3iRlY0ms7M – Business Planning Part 2



	Business Plan – Introduction
· Description of product or service.  
· Company innovation.
· Process of production of product or service delivery 
· Points of difference

· Business strategy for your product or service – cost leadership, differentiation, or focus. 
	· What a business plan is.
· Why business plans are important. 
· Business strategy. 
	· Write up the description of your agri-innovation.

· Outline the production process or the process of service delivery. 

· Highlight the points of difference between your product and others on the market. 

· Write a business strategy that these. 
	· https://www.youtube.com/watch?v=c3iRlY0ms7M – Business Planning Part 2

· http://www.business.govt.nz/starting-and-stopping/entering-a-business/before-you-start-a-business/business-plan-template-tool


	Business Plan – Market Analysis  


	
	· Write up the market analysis part of the business plan – everything you have done to date. 
	· https://www.youtube.com/watch?v=Ah5qJBKGHBw – Business Planning Part 3

	Consultation with specialist advisors

· Establish an ongoing relationship with a specialist external adviser (or advisers).

· Consult with your specialist external adviser (or advisers) as you confirm your choice of business activity and undertake thorough planning. 

· A specialist advisor could also include:

· Experts in your industry, innovation, and sustainability practices

· Teachers at your school

· People with experience or knowledge in the activity

· Specialist marketing/financial expert

· Judges at Dragons Den
· Mentors / engaging in consultation with specialist advisors in relation to innovative, sustainable and ethical aspects of the business activity.
	· The need for consultation with specialist advisors. 
	· Write up all the communication with your specialist advisors using the meeting template or any feedback provided such as written feedback, record a whole or part of meeting using a webcam or phone, notes made from informal verbal feedback, meeting minutes, emails, texts, letters, and social media responses from specialist advisors. 

· Go over what sort of specific consultation is required for the business. 
	· Meeting template
· Specific consultation hand out. 

	Product Design 

· Materials required

· Suppliers needed (professional, keep to deadlines, quality focus, evidence required, backup plan) 

· Equipment needed to produce. 

· Costs involved. 
	· What is involved in product design?
	· Research what is required for your agri-innovation product in terms of the materials, suppliers or manufacturers, equipment, and what costs will be involved. 
	· Importing Fact Sheet 28[1]

	Business Plan – Financial Forecast  

a) Outline sources of finance. 

b) Cash flow forecast

· Calculate price, breakeven cost, fixed costs, variable costs, contribution margin, statement of financial performance, financial controls. 

· Calculate net profit from breakeven
· Prepare a SWOT analysis.
c) Breakeven analysis 

d) Budgeted Income statement 
· Evaluate sales forecasts
· Forecasting number of sales and to whom
e) Budgeted Gross Profit and Net Profit percentages
f) Internal controls – safe receipting and payment. 
g) Create a marketing budget  
	· Forecasting of sales

· Marketing budget

· Breakeven analysis

· Statement of financial performance. 
	· Forecast the predicting number of sales and to whom.
· Work out a marketing budget for your agri-innovation product for different prices and show it as a graph. 

· Analyse and make recommendations on price.
· Calculate net profit from breakeven.
· Prepare a SWOT analysis.
· Create a marketing budget  
· Present all financial plans. 
	· Marketing PPT pg. 60 - 61
· https://www.youtube.com/watch?v=Ah5qJBKGHBw – Business Planning Part 3
· Basic Marketing by Paul Rose

	h) Develop a contingency plan 

· Identify any risks that may arise in your business. 
	· Risk management

· Contingency plans. 
	· Develop and write a contingency plan to eliminate or eradicate risks to the business. 
	· Marketing PPT pg. 63 - 64

	i) Write a comprehensive action plan for implementation and future monitoring.
	· An action plan. 

· Why it is important to monitor the business. 
	· Write an action plan of what needs to be done, when and who is going to be doing it. 
· Set up a plan of what monitoring is going to be done on the business. 
	· Marketing PPT pg. 66

	Business Plan - Executive Summary 

· Write up the business plan executive summary including business idea, company objectives and goals, and mission statement. 
	· What is required in a business plan executive summary 
	· Write up the business plan executive summary (1 page) for their business. 

· Use the Executive Summary hand out to help.
	· https://www.youtube.com/watch?v=c3iRlY0ms7M – Business Planning Part 2

· Executive Summary hand out. 

	Carry out the planned business activity for the agri-innovation product or service.


	
	· Continue to consult with your teacher and external experts as you do so. 

· Take note of how the activity develops or changes during this process.
· Demonstrate ongoing management and your personal contribution of the activity. This may include creating a portfolio that, for example:

· measures of business success and sustainability outcomes

· recording evidence of decision making in uncertainty

· record executive decisions
· provide evidence of collaborative behaviour
	

	Business Plan – Operations

· Production process – steps taken to produce a single unit or service, timing of production, creating a prototype, packaging, dealing with suppliers.  
· Business activity timeline and action plan

· Inputs – transformation – Outputs
· Flow – continuous, batch, job.  
· Training of staff. 
· Environmental analysis – health and safety, emergency procedures, regulations, hazard management. 
· Sourcing
· Quality standards – testing, assurance, total quality management (TQM)
· Objectives of operations – responsiveness, quality, flexibility, cost. 
	· The production process. 
· Environmental analysis. 
· Packaging needs
· How to deal with suppliers. 
	· Create a prototype – design and then make a working model.

· Create a business activity timeline and action plan. 

· Train you staff on the production of the product. 
· Decide on your packaging needs – containment, protection, functionality, convenience, communication / information. 

· Think about recycling the packaging. 

· Investigate how supplies are provided, where you can get them from, who could supply. Consider quality. 

· Write a health and safety policy. Include, health and safety statement, what management will do, what the employees will do. 
	· https://www.youtube.com/watch?v=Ah5qJBKGHBw – Business Planning Part 3

· https://www.youtube.com/watch?v=1RsxAbHIpWI – Production Process 

· https://www.youtube.com/watch?v=yrdVy3s7LOY – Tom Robertson interview on packaging. 

· www.packaging.org.nz – on packaging.

· The Complete Package by Moniker Fry  

· Basic Marketing by Paul Rose
· Senior Business Studies for New Zealand by Lloyd Gutteridge, pg. 117 – 122.



	Sell your product. 

· You may sell your product using any relevant methods. These might include, for example, online selling, regular market times, or selling through outlets.
	· 
	· 
	· 

	Evaluate the whole business

· Comprehensively evaluate the business activity against desired economic, social, cultural (including ethical) and environmental outcomes using an analytical tool such as the quadruple bottom line. 
· Use the quadruple bottom line model, to measure the performance of the business activity. 

· Continue to consult with your teacher and external experts.
	· Why an evaluation is required. 
· Quadruple bottom line. 
	· Evaluate involves measuring the performance of the business activity in relation to the desired economic, social, cultural (including ethical), and environmental outcomes.
· Using the evaluation of the business hand out, evaluate your business.
· Evaluation of the business plan, business pitch and activity.

· Evaluation of the activity based on sustainability. 

· Integrate relevant business knowledge and a Māori business concept (or concepts) where relevant to fully support your explanations. 
	· Evaluation of the business hand out.

	Incorporation of The Big Picture by bringing it altogether as a group.
	
	· In groups using a large concept map, students draw their understanding of the links and ideas throughout the topic. This is supported by the concepts learnt throughout the unit.
	· Paper or a large white board.

· Pens.



	Possible Assessment:
	AS91384 Business Studies 3.6 Carry out, with consultation, an innovative and sustainable business activity (9 credits, internal).
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